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Art of Selling… 
By Art Waskey

LISTENING TO YOUR “INNER”VOICE 
Years ago I mentored a young man who was explor-
ing sales as a career. However, it was evident early

in his training that he didn’t enjoy the face-to-face contact of indus-
trial-based clientele: he had an introverted, compliant behavioral style
and preferred to work alone in a more detailed, non-engaging environ-
ment. Nevertheless, he found sales to be a profitable job; his sales
achievements paid the bills, and he continued to “plug along” …
enduring the drudgery of his work.

If you identify with this story, maybe you are also still searching
for your own life’s greatest purpose! If that is the case, the next cou-
ple of minutes may just be the defining point in your career.

In his recent book, The 8th Habit, Steve Covey defines a process
for following “Your Voice”, a course of life where talent, passion,
need, and conscience are all in alignment.

Here is how Covey defines each of these attributes:
• Talent: Your natural gifts and strengths.
• Passion: Those things that naturally energize, excite, motivate,

and inspire you.
• Need: What the world needs enough to pay you for.
• Conscience: That still, small voice within that assures you of

what is right and that prompts you to actually do it.

“When you engage in work that taps your talent and fuels your pas-
sion - that rises out of a great need in the world that you feel drawn by
conscience to meet - therein lies your voice, your calling, your soul’s
code.” Covey continues, “There is a deep, innate, almost inexpressible
yearning within each one of us to find our voice in life.”

The impressionable young rep had the good fortune to be led by a
group of people who cared: corporate consultant, mentor, peer, and
manager. Citing his personal struggle with security, identity, and self-
worth, he decided to leave the security of his sales job … and choose
to listen to his “inner” voice. Now, 30 years later, I have the privilege
of looking back over his career; I can still remember an emotional
phone call he made thanking me for guiding him through that transi-
tion. He has recently retired from a brilliant career as senior welding
engineer for an international corporation … his greatest passion.

John Maxwell expresses this process in his book, Becoming a Per-
son of Influence, “As you move forward on the success journey, you
need to remember that what happens IN you is more important than
what happens TO you. You can control your attitude as you travel on
the journey.”

I have had the distinct privilege of working with a number of sales
professionals who are naturals … they exhibit passion for their work,
and they are extremely good at what they do.  How about you?  When
was the last time you took some time to seriously reflect … and listen
to your “inner” voice… the voice that describes your unique, personal
significance?

Art Waskey is Vice President of Sales and Marketing for General
Air Services and Supply Company in Denver, Colorado. He is also a
sales consultant, motivational speaker, and Distinguished Toastmas-
ter. He can be reached at awaskey@generalair.com ❑

Acme Cryogenics  www.acmecryo.com...................................... 13

Chart  www.chart-ind.com ........................................................... 27

CPC Cryolab  www.cpc-cryolab.com.......................................... 26

CPV Manufacturing  www.cpfmfg.com ....................................... 12

Cryogenic Vessel Alternatives www.cvatanks.com ..................... 16

CryoGas International  www.cryogas.com ..................... 42, 45, 47

Data Online  www.dataonline.com ...............................................17

FIBA Technologies  www.fibatech.com ........................................ 2

Flouramics www.tufoil.com......................................................... 11

Gas Equipment Company  www.gasequipment.com.................. 12

Generant  www.generant.com.................................................. 8, 26

Genstar  www.genstartech.com ............................................. 43, 48

GOW-MAC  www.gow-mac.com ................................................ 48

Leaders  www.leaders-llc.com ..................................................... 33

Liberty Cryogenics  www.libertycryogenics.com....................... 41

Lubricant Consult  www.lubcon.com............................................. 6

Matheson Tri-Gas  www.mathesontrigas.com .............................. 7

Norris Cylinder  www.norriscylinder.com .................................. 23

Quality Welding Products  www.qwpinc.net ............................... 22

REGO CryoFlow Products 
www.regoproducts.com/cryoflow........................................ 4, 5, 48

Saf-T-Cart  www.saftcart.com ..................... 48, Inside Back Cover

SGD  www.sgd.com...................................................................... 25

Taylor-Wharton/Harsco GasServ 
www.taylor-wharton.com............................ Inside Front Cover, 48

Thermco  www.thermco.com ......................................................... 9

Veite Cryogenics  www.veitecryogenic.com ............................... 31

Welding Distributors Partnering Group  
www.wdpginsurance.com .............................................................. 8

Weldcoa  www.weldcoa.com ........................................ Back Cover

Weldship  www.weldship.com ..................................................... 10

ADVERTISER’S INDEX

Classified Ads are now posted 
on-line only at 

www.cryogas.com/Classifieds

CryoGas Classifieds 
Go Online


